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SPRING GOODS NUMBER 


What matters it though life uncertain be to all? 
‘What though its goal be never reached? 

What though it fail and flee? 

Have we not each a soul? 

Be like the bird that on a bough too frail 

To bear him, gayly swings. 

He carols.though the slender branches fail; : 


— SS 


He knows that he has wings. 
—Victor Hugo. > 


“Get Outdoors” 


“Contribute to the appearance of out- 
doors by keeping your lawn a little better 
than your neighbor.” 


This is the thought behind the great 
growth in the mower and grass tool 
business. 

By precept, example and printed ad 
people are being taught to take pride in 
their lawns. Encourage this if you would 
increase your business on these things. 


Get our prices. Use our stocks. 


WELL! WELL! 


these here Gimiet advertisements we used to sho" but since 
we hired that new advertising man all we seem to be "adver! js talk. 
oods themselves are simply used for decorative the 


orden ot ey eae “ conversaxione, AO have all these ads made up 
} em and we will se bur customers free-gratis 
nothing —Just postal card and a : 


for a 
© MIKE KINNEY. 
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“Get Outdoors” 


The pride taken in the 
keeping extends to watering 
thelawn. The cheap sprink- 


ling apparatus may satisfy 
the amateur, but by a second 
season he wants the good 
kind—Black Diamond kind. 


Black Diamond Hose will 
not kink under any circum- 
stances. We would like to 
show you what we mean by 
this, Ask for a sample. 
Get the price. 


ly GET OUTDOORS! 
That's the slogan of this here spring number of The Jimlet. It all 
H looks mighty pretty on paper, but I would like to know how we hardware 


fellers can get out of doors without fixing the boss. ‘The trouble in the hard 
ware line is when the other fellow is getting out of doors we have to stay 
Indoors to Oll the outdoor orders Indoors. Don't you see? 


MIKE KINNEY. 
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The base ball sun shines 
brightly. How many 
thousand sets of lusty 
lungs are due to base ball. 


It’s the turnover in base 
ball goods that pays. An 
enthusiastic clerk to mix 
with the fans— 


Y 


UY 


KC 


EbGE Goods a daily 
mail orders is the solution 
of a profitable business in 
base ball supplies. 


Get our new base ball 


GET OUT OF THE GIMLET! 


Ourad man didn't even leave any space for me to write a single ‘original 
thot. MIKE KINNEY. 
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“Get Outdoors” 
« 


“Play tennis if you cannot 
find time for base ball.” 

As a result of this thought 
tennis is more popular, and 
in the small towns and vil- 
lages tennis is taking hold, 

Remember that you can- 
not sell tennis goods unless 
you have them in stock. Not 
a large stock, but a repre- 
sentative assortment, con- 
tinually replenishing by mail 
orders, 

Get our prices. 


J 
. 
j SAY, BROTHER ! 


How would you like to see Isadora Duncan get outdoors and dance 
her Spring Song in the woods under the blossoms? I wonder if she could 
stand the sunlight as well as she docs the limelight. Some ladies I have 
known can’t. MIKE KINNEY. 
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“Get Outdoors” 


Every honest doctor adds this in- 
junction to his verbal prescription. 

The Hammock is for the less stren- 
uous members of the family—those 
with the purse, however. They want 
good hammocks these days. The 
Eclat or the Diamond Couch style. 
You will never realize the demand for 
good hammocks until you stock good 
ones. 


Let us quote you on the good kind and 
tell you why they are better. 


EVERY HONEST DOCTOR 


tells the fellow who owes a note at the bank that what he needs is 2 trip 
to Europe. Yes, I know, the hardware man buys the Hammock, while the 
rest of the family swing in it. The hardware man never bas time. Bat 
he pays the bill at the end of the month, and he sees the Hammock hanging 
out in & cozy place under the trees as he goes to and returns from work. 
That is his reward. The hardware man does all the work and by self- 
sacrifice develops a fine, large characters. MIKE KINNEY, 
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3 : “Make garden” — ‘make it a fad.” 
“See how good you can do it.” 

(>) Such is the preachment from every 
quarter. Such is the thought in every hy 

1 direction and rationally accounts for the [> 

+] great and insistent demand for Garden {) 

xy Cultivators and other high grade garden kJ 
tools. 


The man possessed of the garden 
\ fad idea wants the good kind. Let 
} him see the DiLWOVD EpGe Culti- 
| vator. \) 
‘ 
. 


BACK TO THE FARM 


‘That's the line of talk now. The real estate agent Is el his Spring 
Song. The railroads are all advertising the beauties of living in the country, 
The price of farm land, like the cost of living, Is going up. The farmer 
smiles. He Ia willing to sell his farm to the city fellow and move to town, 
The farmer knows. After a while he will buy the farm back cheap. Farm- 
ing is like nature-—it reads beautifully in books, but somehow it's mighty 
after the first enthusiasm has been rubbed off. 


sisi MIKE KINNEY. 
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Let Outdoors 


. 
Inside Screening every 
door and win- 
dow is the ruleeverywhere. An 
idea so general that it needs no 
further nursing. Yet the better 
goods idea does need nursing. 
Do you still sell the cheap 
doors or the better doors? Do 
you sell common wire cloth or 
the non-rusting wire cloth? Do 
‘ou provide the latest v3 de) in 
Tce, inges, Springs, Checks, 
No Slams, No and such 
goods? If not get busy, and in 
getting busy, get our prices. 


I WROTE ARTICLES 


booming Bronze Wire Cloth, Evidently the vaccination took, because 
} aay no manufacturer In the country can supply the demand for Bronze 


Say, brother, don't {t make you tired to have a buyer come to you and 
ask you to advertise some item in order to help along the sale, and just 
when you have gotten the advertising warmed up to have him come run- 
ning to you and ask you to quit because he is out of the goods? 

I sometimes think some of the advertising intellect of this country 
should be turned over to the order-filling of the business. It does 
seem to & common Leamster that the advertising Intelligence in a good man: 
of our institutions is running ahead of the house system. I wonder if 
8m right, and 1 wonder why. MIKE KINNEY, 
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“Back to the Bicycle” 


Jared Brothers of Springfield, Mo., 
completely cover the prevailing 
thought with their terse sentence, 
“Back tothe bicycle.”” With arush and 
ascramble the American youth returns 
to this great lung expander, the bicycle. 

Watch your stock like a hawk. Shoot 
in a mail order daily. You cannot 
afford to miss the ‘‘velvet’’ sales for 
lack of stock, and it is not necessary 
if you will keep the orders coming. 

Our bicycle catalogue covers 
every possible thing that you 
may want. Wecarry the stock, 


<H 
SH 


YES, I USED TO RIDE A BICYCLE, TOO 


In those days it was a fad. The girls wore bloomer suits. You know 
Iam color blind, I said to one of these girls, “ Yours ts . retty green suit, 
She answered, “You're way off, “This suit is brown.” mT kaid meekly. 

et La color blind, but I have a fine eye for form.” she got mad and rode 
aw 

ony have often wondered wae women expose themselves in public In " 
costume where it gives offense for anyone to refer to the costume. Wh 
for instance, should a lady show her beautiful shoulders In a ball 


and a man not be permitted to say, “Good evening, madam. You have 
very beautiful shoulders"? I sure am dull. MIKE KINNEY, 
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Nothing so soothes the baby as open 
air in a go-cart. Everywhere 
people recommend this new medicine 
Everywhere the demand for go-carts 
grows by leaps and bounds. 

No. 720 as illustrated is a flat folding go-cart, 
angle side bars, spot welded wheels, nickel 
push bar and ago-cart that is beingreordered 
freely. This is one of six styles to retailfrom 
$7.50 to $15.00. They are 

staple. Don’t be afraid of 


I WONDER 


if anyone has ever named a Go-cart after Roosevelt. Tt seems to me it 

would be appropriate. I wonder, when he went into the Tsetse fly country, 

whether he talked to the natives on bis pet hobby. I wonder if, as a matter 

of fact, be only went to Africa to study the rea conditions where & happy 

state of polygamy existed. How would this read, “Bwanna Tumbo Go- 
art?” 


‘It's queer, lan"t It, that most of us take our first and last alring on 
wheels, MIKE KINNEY. 
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CLASSIC ELEGANCE 


The Vitry Lock Set has a style that 
embodies the strong points of the 
severely elegant and the ornate. The 
sunken panel with matted surface brings 
out the ornamentation in a simple, yet 
beautiful way. 


This is a popular priced cast iron lock 

finished in either antique copper or 
antique brass. We have the same 
design in bronze metal and are the only 
house offering them in castiron. This 
is a number that you should investigate 
thoroughly. 


WHEN YOU HAVE MADE YOUR PILE 


then you commence to think about “Classic Elegance.” You want Art 
Hardware. Say, brother, when they come into your store In this state of 
mind it's a cinch. ff 

movement, while the husband has started ta & good many trips. We 
all Know the symptoms. When they reach Stage don't sell them 
hardware. What you want to do Is to sell them High Art, and all of us 
know High Art comes high. A salesman who setis Builders’ Hardware 
should be @ philosopher and a student of the symptoms of socicty. 

MIKE KINNEY. 
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As the Comet may 
appear in your 
Store Window 


The Halley Comet 
first visible April 12th, 
will reach its brightest 
about May 18th. The 
interest that this 
Comet will awaken 
can be appropriated 
by using this window 
decoration. 


Will fit any window and is 
attached by sticking lightly to 
the inside of the glass. Does 
not shut off your light as most 
decorations do. Is printed in 
three colors, 

The “Comet trim" will be 
sent to DJAMOVD EDGE cus- 


tomers on request. 


THIS ISN’T A PASTEBOARD PUZZLE 


but an attempt to illustrate a show window with Halley's Comet. I have 
seen a show window arranged In this way, and as the paper display Is In 
attractive colors it looks fine. It’s striking. We will send the Display on 
request. Put it in your window NOW and make a hit while people are 
talking about the comet, Next Christmas it will hardly be so appropriate 
A comet show window—the idea is not bad. It can be put up In fifteen 
minutes without disturbing anything in the window. It Is not even neces- 
sary to wash the window. 

But only a few dealers will call for those Displays. They haven't time 
They must keep up on the base ball news. MIKE KINNEY. 
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Get Inside 


Jersey Refrigerator 


Note its construction — its 
circulation — its heavy tinned 
wire shelves, adjustable to any 
height —its perfect trap — its 
snow-white lining, as clean as a 
dish, 

On the outside you will find 
the Jersey simple, yet elegant, 
and an ornament to any dining 
room, because finished like par- 
lor furniture. The price is so 
reasonable that you will com- 
mand the business of the com- 
munity if you will but let people 
see and price these superior 
Refrigerators. 


THIS CUT REMINDS ME 


of the refrigerator In a beer saloon waiting for a burglar to come In, lock 
up the bartender in the refrigerator, and tap the cash register. Here in 
this burg we have had so many barkeepers locked up in their own refrig- 
erators I understand they are going to start a club, in which no one will be 
eligible unless he has been locked up in his own refrigerator by a burglar. 
It would be an appropriate fate for some of my friends if they should draw 
their last breath Feposing on a keg of beer in & saloon refrigerator, The 
punishment would Ot the crime, MIKE KINNEY. 
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ill make every man and woman talk about you and your store 


ALUMINO will clean the tarnished silver in your store as 
fast as you can dip and dry. 

ALUMINO is harmless to man or metal. 

ALUMINO is a white powder coming in cans, and when 
mixed with water and used with our Patent Electrode instantly 
dissolves tarnish on silver or other plated ware. 

A complete demonstrating outfit, $2.50. It is rth ten times 
the money because of the free advertising you 

Order Demonstrating Outfit No. G 
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NAME REGISTERED 


A MONTHLY MAGAZINE FOR 
HARDWARE BOSSES AND THEIR CLERKS 


Vol. IT APRIL, 1910 No. 3 


Address all Communications to 
MIKE KINNEY, Teamster and Editor 
c/o NORVELL-SHAPLEIGH HARDWARE CO. 
ST. LOUIS, U. S. A. 


Subseription Price to Hardware Clerks ~- - - - 12 Cents per Annum 
To Hardware Bosses and all others - - - - < 24 Cents per Annum 


COMPETITION DOWN TO DATE 


A more or less interesting play 
on recent actual facts 


PROLOGUE: 


AY, brother, you know there is a lot of undeveloped 
talent Sor humor in the hardware trade, 
TE Now, 4 you will be just patient with me, T will 
show you how a BIG hardware house has been 
poking fun at the Diamond Edge Emporium. It’s a good 
joke and the trade, when they know the facts, will appreciate 
it, I think, justas much as we do, Such a keen sense of humor 
as displayed by the BIG hardware house should not be lost 
on the trade of the country. Therefore, I thought that just 
as a. common, ordinary teamster, I would help them along in 
their joke, so all the trade would know and appreciate how 
much fun we have here in this burg. 


TE [| will outline this little trade comedy in several acts: 
ACT I 


TE Handsome office big hardware house. As 
the curtain rises president of the house is seen 
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sitting at his mahogany desk 
reading a trade paper, giving 
an account of the Diamond 
Edge Emporium buying $500,- 
000.00 worth of Remington 
}guns. President jumps from . 
‘his desk and walks up and 
down the office tearing his hair. 

He cries out, “Whai must be 

did? What must be did? This 

is awful! Why did we not bid 
higher? The idea of anybody else getting anything 

we wanted!” He falls back into his chair and 
buries his head in his hands and his frame is 
shaken by his sobs. 2 


TE The curtain slowly descends on a darkened stage 
with slow, tremulous music. 


q ACT II 

} TE President big hardware house tossing about 
on his pillows unable to 
sleep. Night lamp 
burning by the bed. 

Suddenly he springs up 

and presses his index f 

j 


finger against his fore- 
head. “Ha! Ha!’ he 
cries, “J have an idea.’ ' 


TE Orchestra plays rapidly. 
Thunder and lightning in 
the distance. Great excite- 
ment in the audience. 
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ACT III 
(One week later.) 


\ 


TE Salesman of big hardware house opens kis 
mail in small town. General letter from the 
Ope carl president. Attached to general 
Ke letter a clipping from a newspaper 
EN showing advertisement of a depart- 
y < ment store in St. Louis quoting ex- 
(| i (4 ceedingly low prices on Remington 
By ‘hfe\guns. General letter instructs the 
Y salesman to show this advertise- 
ment to all dealers “where it will 
do the most good.” Prices in this 
advertisement are $1.00 less on 
the guns than the Diamond Edge 
Emporium is selling them to the retail mer- 
chants. 
TE We have been informed general letter reads some- 
thing like this: “Gentlemen, this is your fight. It is up 
to you lo discredit the Diamond Edge Emporium, who had the 
impertinence to buy these Remington guns when we wanted 
them. They have gone on record as saying, they will sell 
the guns to the trade at one price. They have said they will 
not sell them to catalogue houses. This policy is good 
advertising for them. We cannot stand for it. What right 
have they to getup such a policy? We were not consulted. 
Therefore, this is your fight, and it is up to you to show this 
advertisement to all your customers so they will believe the 
Diamond Edge Emporium sold these guns lo this department 
store, and sold them so cheap that the department store can 
make a profit eatin bene at retail, at $1.00 per gun less than 
the Diamond Edge Emporium is selling the same guns to their 
retail customers. This is a GREAT IDEA! It is MY 
idea! I woke up in the middle of the night, and while the 
lightning flashed and the Uvander rolled, this idea came to me.” 
“DIAMOND EDGE IS At QUALITY PLEDGE * 
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ACT IV 


TE Office of Diamond Edge Emporium. 
Cancellations of Remington gun orders coming 
from customers. Letters from the Diamond 
Edge Emporium salesmen stating the salesmen 
of big hardware house are carrying around this 
advertisement and telling the trade we sold the 
guns to this department store. 


TE Records are looked up. No Remington guns were 

ever sold by the Diamond Edge Emporium to this depart- 

ment store... : 

ACT V 

TE President Diamond 

Edge Emporium takes all this 

correspondence to president 

of department store. Says 
} |the president of the Diamond 

ne |’ <x) | Edge Emporium, “Why didn’t 

A | ee 


J you buy lhe Remington guns 
' ¥ you are advertising from us?” 

Says the president of the department store, 

“Your prices were nol low enough. The big : 

hardware house had you skinned a mile. They 

made us unheard-of prices. Theymadeus prices so 

low we could afford lo retail the guns at $1.00 less 

than the prices you offered us.” President of 

Diamond Edge Emporium smiles and says, 

“That's just what I wanted lo know—where you 

got those guns. Now we know where they came 

from.” 
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TE Light dawns on the president of the Diamond Edge 
Emporium. He explains to the president of the depart- 
ment store the trade of the country think these guns were 
sold to his department store by the Diamond Edge Em- 
por wm, 


TE Here are facsimiles of letters which then 
changed hands: 


St. Louis, March 31st, 1920. 


Scruggs, Vandervoort & Barney Dry Goods Co., 
Sil. Louis, Mo. 
Genllemen: 


Our attention has been called lo your recent 
advertisement in the St. Louis daily papers of some 
exceplionally low prices on Reminglon guns. 


As we had, prior to the dale of your adverlise- 
ment, purchased the entire stock of Double and Single 
Hammerless Guns from the Reminglon Arms Com- 
pany, amounting to over $500,000.00, and in going 
back over our records we find no trace of your having 
bought any of these Remingion guns from us, we 
take the liberty of asking you lo advise us whether 
these Remington guns you are offering at cut prices 
were oblained by you indireclly from our slock— 
through some olher dealer—or whether you bought 
them outright from another jobber. 


Yours truly, 


Norvell-Shapleigh Hardware Company. 
S. Norvell, 
President. 
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St. Louis, April 2st, 1010, 
i Norvell-Shapleigh Hardware Co., 
Cily. 
Genllemen: 

In reply to your letter of March 31st, permil us 
lo say, that the goods you inquire aboul were not 
purchased directly or indireclly from your house, 
and so far as we know there have been no Guns what. 
ever purchased by us from you for several years past. 

Yours truly, 


Scruggs-Vandervoort-Barney Dry Goods Co. 
Hanford Crawford, 
President. 


ACT VI 


TE President Diamond Edge Emporium sends 
out general letter to all his salesmen with photo- 
graphic copies of above letters and a statement 
of the facts. 


DE Itdevelops that big hardware house have sold all the 
few Remington guns they had in stock. It develops that 
the department store has only three of these guns on hand. 


TE Two salesmen of big hardware house, traveling in 

widely separated territories, call on the Diamond Edge 
Emporium and apply for positions. They apply at differ- 

ent times and neither knows the other is applying. Both 

these salesmen voluntarily repeat the story of the GREAT 

IDEA of the photographic advertisement. These salesmen 

were astounded to learn the Remington guns had been 

sold to the department store by their own house. 

had both been led to believe the guns were sold to the 
department store by the Diamond Edge Emporium. 
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DE Witnesses are called in and these two salesmen make 
statements before the witnesses. One salesman states he 
did not show the advertisement as he thought such com- 
petition was “‘hilting below the bell.” He states he is 
willing to make affidavit to the facts if called upon. 


ACT VII 


DE Large force of hardware and sporting 
goods merchants and traveling salesmen on the 
Stage. They ask each other these questions: 


DE “If the big hardware house had such low prices on 
Remington guns why didn’t they offer them to their 
friends—the retail hardware dealers ?” 

TE “Why was it necessary for them to make such ex- 
ceedingly low prices to one department store?” 

TE “Why did the department store advertise a price 
$1.00 less than the Diamond Edge Emporium were selling 
these guns. 

TE “Why couldn’t the department store have sold the 
ormdory a higher price—at least at the jobber’s selling 
price?” 

DE “Why did the big jobber have the advertisement 
photographed?” 


TE “Why did he send it to his salesmen to be shown to 
the trade ‘where it would do the most good?” 


TE “Were these salesmen led to believe the Diamond 
Edge Emporium sold these guns to the department store?” 
TE “Did the big jobber mislead his own salesmen?" 

TE “Did the salesmen of the big jobber in turn inno- 
cently mislead the retail trade of the country in regard 
to the real object and purpose of this advertisement?” 
TE “Will the salesmen of the big jobber appreciate how 


they have been used to help pull off the big idea in com- 
petition?”’ 
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TE “Why is it ‘their fight’—why any fight? Why start 
trouble? Can’t a big house stand a little competition?” 


TE In the midst of all this hullabaloo there was a great 
sensation—red lights—and Mike Kinney rides on the 
stage on top of a LARGE WHITE ELEPHANT. 
Mike raises his hands and calls out, ‘‘Gentlemen, be quiet. 
Why all this excitement? Give me @ few words.” When 
the noise has somewhat subsided Mike stands up on the 
back of the white elephant and gets off this spiel: 


TE “Ladies and gentlemen, you see 
before you the great while elephant that 
the BIG hardware house wrote their 
salesmen the Diamond Edge Emporium 
have on their hands. This elephant 
is named “Remington.” He consists 
of 30,000 Remington guns—$500,- 
\ 900.00 worth—and all bought for 


TE “Ladies and gentlemen, this white 
elephant is for sale. We have already 
sold more than one-third of him— 
}/4,000 Remington guns. The orders 
sare all booked. They are sold to retail 
dealers. Every gun sold at exactly the 
same price—none higher and none lower. 


TE “Now, ladies and gentlemen, the rest of this elephant is 
Jor sale. Don’t get in the band wagon, but climb on the 
elephant. Just two-thirds of the white elephant for sale. 
Going! Going! Going! 

TE “Don't worry about that advertisement. Why, an ele- 
phant of this size doesn’t mind fly bites. When this elephant 
is sold, there will be no more like him. This is the great 
Sacred While Elephant in the gun business. He must be 
digested by the gun trade. Takeaslice. If he is not digested 
this year, then he will be on hand next year. Yes, we know 
all about Automatic guns. But there is still a big demand 
for Double and Single Hammerless guns. 
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TE “There will be no reduction in price. If we cannot sell 
this oo to the retail merchants in this country, then we 
will sell him in foreign countries, We will trot him around 
in Canada. We will send him to Central America, to 
Australia, to South Africa. We may even send him to Cairo 
and have him take a tri up the Nile to Khartum. We may 
have him follow in the y Bop Mace of Bwanna Tumbo.” 


TE Then, just to show that the white elephant was well 
trained, Mike had him kneel down and bow to the audience, 
amid the applause of all the hardware merchants, sporting 
goods dealers and traveling salesmen. 


DE As the curtain slowly falls the Hon. Mike 
Kinney is heard to remark to a hardware dealer 
standing nearby: 


TE “Some people seem to think this gun purchase is a big 
deal. Well, maybe it is, but with two hundred and twenty- 
five of the best salesmen on earth behind these guns this 
stock will melt away like the proverbial snowball some of us 
have heard tell about. Why, the way I size up this here deal 
is we will just about get these guns fully introduced when we 
will be out of them. Some leisurely merchants will just be 
warming up to this deal, they will just be getting interested 
in selling Pentagion guns, when we will have to send oul a 
notice that the stock is cleaned up and sold. 


TE “The best way in the world lo work up a demand for 
GOOD goods is to get them out in the country into the hands 
of the consumers, Of course poor goods will not stand this 
test. But you never heard anybody say that the quality of 
the Remington gun was not all right. Even this competitor 
with the BIG IDEA has had not a word to say against the 
quality of these guns. 

TE “They have intimated that you could not get F eg a 
That was another brilliant idea, But unfortunately for 
them the Remington Arms Company has gone on record to 
the effect that they will guarantee to supply parts just ag 
long as there are any of hess Remington guns in use.” 
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TE Our assortment, gauges and weights, is still complete. 
These guns are brand new. They are being finished and 
shipped to St. Louis from the factory every week. The 
small stocks in the hands of jobbers and retail merchants 
that were scattered over the country at the time we made 
the purchase have almost all been sold to consumers. 
These stocks were bought at the old prices. We are offer- 
ing these guns at from 25% on the staple guns to 33} % 
on others under the market price. We are making one 
price to everybody regardless of quantity. We are selling 
one gun at the same price as one hundred guns. 


TE Take my advice, brother, and if you have not bought 
some of these guns, get busy! See our salesman or write 
us to have him call. Or just send us a mail order for a 
few assorted. 


TE Don’t forget that the price we are making on these 
guns puts the retail merchant in position to compete with 
the catalogue houses. Just get their catalogues and 
compare their prices with the prices we are making. 


TE If this was not such a good deal some of our com- 
petitors would not have been using up so much printers’ 
ink on the subject. Don’t forget the old saying that “you 
will always find the greatest number of clubs under the best 
hickory nut tree.”’ 
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We offer the 


following Remmegton Guns 


e008 eee. 


Bear in mind that these guns are absolutely new and 
are arriving weekly. All are double barrel hammerless 
guns in 12 and 16 guage except the “‘Trap” grade. 


KR—Plain ejector, blue steel barrel, selected walnut stock, half 

pistol grip, top lever action, automatic safety, treble locked. 

KER—The same as KR, except equipped with automatic 
ejector. 

KDR—Plain ejector, Damascus steel barrel, choke bored, matted 
atip, selected walnut stock, half pistol grip, top lever action, 
treble lock, automatic safety. 

aa chon same as KDR, except equipped with automatic 

ejector. 
AR—Plain ejector, two stripe Damascus barrel, choke bore, con- 
cave rib, matted. 
English walnut stock with Purdy fore-end, checkered grip 
half or full pistol, top lever action, treble lock, automatic 
safety, frame and mounting case hardened finish. 
AER—Same as above, except equipped with automatic ejector. 
BR—Plain ejector, three stripe Damascus barrel, choke bore, 
concave rib, matted. 
Selected English walnut stock, half or full pistol grip, 
checkered grip fore-end, rubber butt plate, Purdy fore-end, 
top lever action, treble lock, automatic safety. 
Frame and mountings case hardened finish, scroll and line 
engraving. 
BER-— Same as BR, except equipped with automatic ejector. 
FER—The “Hammerless Trap Gun,"’ 12 gauge only. “Remington 
steel” barrel, blue finish, choked and targeted with special 
care. 


We want every legitimate dealer interested in shot guns 
to share with us in the advantages of this rchase. See 
our salesmen or write for particulars. We find it inadvis- 
able to quote net prices in The Gimlet as it is read by many 
who are not dealers, 


On shipments after June Ist, dating September Ist, 60 
days, 2 per cent cash in 10 days. Shi ts before June Ist, 
regular terms 60 days, 2 per cent cash in 10 days. 
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SHARPENING OUR WEAPONS ON 
OUR ENEMIES’ GRINDSTONES 


Address by Rabbi Leon Harrison, 
of Temple Israel, St. Louis 


a i a a i 


Photo by 
Kajiwara 


RABBI LEON HARRISON 


I. SAM, 13-20, 


TE TEXT: “But all the Israelites went down 
to the Philistines to sharpen, every man his 
share and his coulter, his axe and his mattock.” 
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IHOSE were the days of Saul. There 
were no smiths in Israel. The Israelites 
must perforce go down to their enemies 


and sharpen their tools on Philistine 
grindstones. 


DE They had no weapons then. They were 
in bondage to these hereditary enemies. They 
were not allowed sword or spear. They had 
only the implements of daily labor. But of 
what avail were they? They were blunt and 
useless. They needed grinding to a cutting 
edge. And for that the men of Israel had to go 
into the land of the Philistines. 


DE This incident seems to me typical; not local 
but universal in significance; not an episode in a 
well nigh forgotten story only, but an expression 
of our common human experience. 

DE Now, also there are Philistines among us, 
Philistines against us. It was the Germans that 
first called the enemies of the light, Philistines; 
the men narrow, prejudiced, without the free 
play of thought necessary alike for intellectual 
efficiency and for intellectual honesty. It is 
well understood in the German Universities 
what a Philistine is. And Matthew Arnold 
especially has made us understand the meaning 
of the term. Philistines are the antithesis of 
idealists. Their aims are material; their sym- 
pathies are circumscribed; they are the oppo- 
nents of real progress. They fight every move- 
ment forward, to a finish. Yet, they too help, 
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even in hindering. Out of friction, flashes fire. 
Antagonists unwittingly may be auxiliaries. 
And, it is a curious, yet authentic fact, that we, 
like Israel of old, still sharpen our instruments 
on Philistine grindstones. 


I. 


TE It was thus that Israel edged its tools under the 
Syrian stars, and the process has been repeated in its 
history a thousand times. Their survival, their strength, 
their striking attributes are all, paradoxical as it may 
seem, due largely to their struggles. Do you wonder at 
the survival of this tiny race as a miracle of history? 
They were kept together by their enemies. Are they 
charged with solidarity? It was outward pressure that 
consolidated them. Friction sharpened their weapons. 
The stones that were flung at them became their ever- 
lasting monuments. 


TE Indeed Israel owes more to its foes than to its friends; 
and this is fortunate for the friends were so few and its 
enemies so many. Their intense domesticity was the 
natural reaction against persecution; their spirituality 
sprang from their sorrows; their mental edge from the 
extermination of those of inferior temper. They are 
strong in finance into which they were forced, and out of 
which they cannot be forced. 


PE Their patience, their keen wits, their 
endurance are the fruits of adversity. They 
were sharpened to a razor edge on the grind- 


stones of Philistia. 

Il. 
DE Religion in general has partly learned this lesson, 
but only in part. Religion must profit by the wisdom of 
the world. Indeed it has profited. Martin Luther asked 
why the devil should have all the good songs. Should 
only kings have palaces? Should only armies have mag- 
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nificent discipline? The church instituted this discipline, 
built its own spiritual palaces, composed mighty and 
majestic music. In a few respects, the church has learned 
from the world and its enterprise. But it has much more 
to learn. This is a day of trial for religion. The old 
beliefs are evaporating like morning mists before the sun. 
Science is pouring the pitiless white light of reason upon 
cherished faiths. Sacred documents are being dissected 
into their constituent human elements. Men’s strongest 
affiliations are now to secular movements whose benefi- 
cent results are tangible and measurable. The church 
must justify its existence in this Gotterdammerung, this 
Twilight of the Gods. 

TE Strong men are largely not in the religious ranks. 
The churches are not taking the grand initiative in the 
great movements of social regeneration. The immense 
problems that are now challenging the attention of society 
are not matters of ecclesiastical interest, the question of 
poverty, of ignorance, the great labor question—the ques- 
tion of political and industrial corruption, They are 
untouched by those whose deepest concern should be 
their solution. Around the one time living church, as 
around old Trinity to-day in the great metropolis, in the 
midst of tumultuous life, is a cemetery where only the 
dead are sleeping. The methods of the church are inade- 
quate. Its relative emphasis is wrong. There is no 
sanctity in stupidity. 

DE The church will retain, must retain, its 
ideal ends, but its methods must be revolution- 
ized. The church in methods must follow the 
world. If the world followed the church in its 
fossilization what would happen? If the world 
followed the church, our chemistry would be 
alchemy; our astronomy, astrology; our science, 
superstition. We would be petrified where we 
stand. Letnot ecclesiastics deprecate the world. 
Let them learn from it. Let them sharpen their 
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blunted and inadequate weapons even if it must 
be on Philistine grindstones. 


TE The first lesson to learn is to organize, wisely, prac- 
tically, efficiently; and to suborganize. Reduce the work 
of the church to a system as all great individual enter- 
prises do. What are the ends of the church? Are they 
distinctly outlined? Are they feasible? Is a large attend- 
ance the end? And when that is secured what further 
objects are to be achieved? Is it the instruction of the 
people? Is it influence upon the people? Is it that they 
be moved to generosity? Is it to put a lever under the 
common level of their lives and lift them up so that they 
walk and work on a higher level? Is it not well to have 
a clear understanding at the outset, of the end to be 
accomplished and then organize to achieve it; register 
the advance made from month to month, from year to 
year. Delegate special tasks to special men. Draw a 
straight line as the Russian emperor did before his engi- 
neers between St. Petersburg and Moscow, when he cried 
out. “Build me that road.” And so let the church first 
know what it wants and then draw a straight line between 
start and finish.. 


TE This is the method of business. And its end is to 
get results. Do we get results in religion? The first aid 
thereto is a wise system. The second is to generate 
enthusiasm. Enthusiasm is contagious; enthusiasm is 
dynamic. Motion proves physical life; emotion evi- 
dences spiritual life. Now how many churches tabulate 
results quantitatively, qualitatively, comparatively? How 
many seek them with steady, insistent endeavor? Many 
churches should be consolidated where they but multiply 
futile and feeble effort. Many churches have the wrong 
pastors; many pastors the wrong churches. Their right- 
ness and their wrongness is to be tested by the work done, 
the results achieved. No business enterprise could last a 
day if it were run after the fashion of too many of our 
churches. 


Concluded in May Gimlet. 
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—J udge. 
LADIES’ DAY AT THE CLUB. 


Walking toward the club’s pagoda 
Comes that stylish girl of mine; 

And she wants another soda, t- 
Which, I think, is number nine. 
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IN the Middle Ages 
the authority of the 
kinglets, princelets, 


dukelets and lordlets 
was supreme. Each was 
surrounded by his little 
court. In all these little , 
kingdoms there was a big 
cinch. There was no free- 
dom of the press. In the 
castles there were banquet 
halls above, and dark drip- 
ping dungeons beneath. 
If you got in line you sat 
in the banquet hall above. 
If you got out of line with the administration, 
yours for the dungeon cell. 


TE There was only one person in all those lovely days 
who had his say. He was the man who wore cap and 
bells—the court fool, the jester—and he had fun with all 
the lords and ladies. He was the only man for hundreds 
of years who could tell the truth and not be eliminated 
from the system. 


TE It’s not altogether different in these days. We have 
our political kinglets, our industrial princelets, our bank- 
ing dukelets and our press lordlets, and it’s 23 for those 
who do not get in line. 


TE So in these days, too, some of us, in order to say our 
say, to express our original thots, must don the cap and 
bells. We disport ourselves before the company. We 
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rattle our bells. We sing our songs. We are laughed 
with and we are laughed at. But every now and then 
one of our arrows, winged with truth, goes home. 
TE To-day there are powerful papers that wear the cap 
= a Judge, Puck, and, last but not least, 7'he 
rimlet. 
TE All this is just to introduce the fact that 
because of The Gimlel, the erstwhile slumbering 
Stoves and Hardware Reporler of St. Louis has 
waked up. After a Rip van Winkle siesta of 
some twenty years, life is showing in the columns 
of that trade magazine. It has found a problem. 
It has propounded a question, and the question 
is, “WHO IS TO BLAME?” Nobody is to be 
spared. The truth is to be told. That paper 
is published in St. Louis. It is well worth 
reading. The subscription price is $1.00 per 
annum. Send along your money. 
DE That paper has actually taken the organ of the 
weak-minded—T'he Gimlet—seriously. It roasts The 
Gimlet to a turn. It even questions the veracity of 
The Gimlet about its circulation. Nevertheless and not- 
withstanding, The Gimlet begs to repeat, without any 
affidavit, on its own word of honor, that its monthly cir- 
culation is 40,000 copies and that most of our subscribers 
are on the charity list. 
TE While we have a large paid circulation among clerks 
at 12 cents per annum, most proprietors of hardware 
stores never come across with the 24 cents. Traveling 
men also send in their 12 cents, but the heads of their 
houses all ask to be put on the free list. This is just as 
it should be. If the heads of these houses had always 
paid as they went, they would not have saved money; 
they would not have accumulated enough capital on which 
to do business. Presto! To-day they would not be the 
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heads of their houses. Which goes to show the place to 
get money is never from the rich but always from the 
poor. © The rich are getting money themselves. They are 
taking in; they are not giving off. The poor are accus- 
tomed to give out. 


DE And this line of thought brings The Gimlet 
to a few original thots about Trade Associations. 


TE In all the discussions about the increased cost of liv- 
ing, no one has referred to the multitudinous numbers of 
industrial associations of all kinds which have been formed 
in this country in the last few years. No one has referred 
to all the conventions where everybody is told to ask 
higher prices, to increase their profits, to get together and 
be friends instead of being enemies. 
TE The Gimlet believes that these conventions and 
these associations have had a direct influence upon the 
asking of better prices and limiting of demoralizing com- 
petition. These conventions have led to a better under- 
standing of the cost of doing business, of the handling of 
clerks and of the advantages of selling goods based on 
quality instead of doing business on a basis of cutting 
prices and buying cheap and inferior goods. 

5 DE To-day in the hardware line there is little 

4 demand for poor goods. Consumers won’t have 
them. On the other hand if you can bring out a 
first class line of goods of any kind—a line better 
than anything on the market—that line meets 
with instantaneous approval and sale. 


; 

; DE Our slumberous trade journal contemporary here in 
St. Louis charges that The Gimlet has fun with the asso- 

1 ciations. Maybe The Gimlet does occasionally take ad- 
vantage of its prerogative to shake its bells and nod its 

: fool's cap in the faces of dignified association officials. 
The Gimlet is the court jester in the hardware trade. It 
claims all the rights of and all the protection given to 
court fools in all the ages past. 
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TE Now let us see: 


TE The State Hardware Associations, like every other 
great movement in the history of the world, were started 
by small and poor dealers. The first meetings consisted 
of little dealers from little places. These dealers often 
groped their way. Often their beginnings were pitiful. 
They excited the sympathy and sometimes the laughter of 
larger retail concerns. But they stuck it out. They 
continued to meet. Their numbers grew. 


DE Then, after a while, when they showed signs of being 
successful, just as in every other movement in the world, 
we see the big fellows commencing to take an interest. 


DE This is even true of religion. The Christian religion 
started with a few fishermen—people without influence — 
men and women who were near the soil. After a while 
we see the great Emperor Constantine issuing an edict 
that the Pagan world should all adopt Christianity. 


DE No matter how powerful the institution, 
no matter how intrenched by authority and 
riches, in the end all will crumble in the light of 
an idea. 


TE So the association idea in this country has developed. 
There have been those high in place and power who have 
predicted the association idea would pass away. There 
have been others in modest positions who have predicted 
otherwise. J'he Gimlet has watched the evolution. 


DE Now, the older State associations in turn are becoming 
powerful. They are enjoying prosperity. They are 
making money. In the early days associations wanted 
issues. In these days associations want exhibits. In the 
early days associations were run by the small dealer in 
the small town. In these days the older associations 
are being run by the large dealer in the large town, who 
has come to the meetings after the associations had gone 
through their early trials and tribulations. 
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TE It is always so in this world. The conservative and 

the powerful come to your aid when you have passed the 

stage where you need their help. When the editor of 7’he 

Gimlet needed money most it was very hard to get. When 

he reached the stage in his philosophy where he did not 

pr any money, then financial assistance was freely 
ered. 


TE All this rigmarole leads to these questions: 


TE Are some of our prosperous State associa- 
tions being run in the interest of the small dealer 
in the small place, or in the interest of the large 
dealer in the large place? 


TE Is the catalogue house issue dead, or is it 
simply being relegated to the background 
because the voice of the small dealer in the 
agricultural district, where catalogues are distri- 
buted, is not being heard? 


QE The large dealer in the large town is not affected by 
catalogue house competition, because catalogues are not 
sent to the large cities. Presto! We hear the catalogue 
house question is a thing of the past; that the retail 
merchants have learned how to compete with the catalogue 
house. 


TE To The Gimlet’s way of thinking, the issue is just as 
strong to-day as it ever was. Ask the small dealers in the 
agricultural districts. 


DE We are told that much money has been made by 
some of the State associations from their exhibits. We are 
told the retail hardware dealers’ organ is very prosperous; 
that much advertising has brought relief from financial 
worries. 

DE May we again assert our rights as the court 
jester and stand before the kinglets and prince- 
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lets and dukelets and lordlets in the trade, and 
ask why not appropriate some of this money to 
an investigation into the catalogue house 
question? 

TE Are not some of these advertisers, who are so free 
with their advertising money and with their exhibit moncy, 


selling goods to the catalogue houses? If they are, why 
not let the trade know? 


TE One of the great trade journals in the country writes: 
“It is a good thing to eliminate the catalogue house ques- 
tion from the discussions of hardware conventions.” Is 
this the sense of the small dealers in the small towns in 
the land? 

DE In the meantime The Gimilel sees the 
published report of a certain catalogue house. 
Their sales last year were Fifty-five Million 
Dollars, and their net profits were Six Million 
Dollars. 


TE Some will be angry with The Gimlet because of 
these feeble words. But the court jester had no business 
of his own and therefore he had to be a busybody with 
the business of other people. > 

TE Then, The Gimlet—the court fool—must admit it is 
especially interested in the welfare of the small dealer in 
the small town. Some of the best and most loyal friends 
The Gimlet has consists of this class of people. In the 
large cities the large dealers have so many friends that 
sometimes their friendship becomes diluted. 


TE The Gimilet claims not only to be especially 
the friend of the hardware clerk and only inci- 
dentally the friend of the boss, but particularly 
the friend of the small dealer in the small town, 
and only incidentally the friend of the large 
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dealer in the large town who only comes around 
to run the association when it has been assured 
that associations are a success. 


DE Well! Well! How much human nature there is 
about this after all! How many people there are in this 
world who are willing to allow us to work and sweat making 
a success out of a failure, and when success is assured then 
how this class of people do come around and take part in 
all the glory, not to forget the emoluments also! 


&> — & 


—Life. 


PUSHED OFF 


TE Old man Winter was not allowed to “linger in the 
lap of Spring.”’ 
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A LITERARY COMET 


TE Well, say, brother, what do you think ? The other 
day I received a well-bound, beautifully illustrated book 
from my old friend and playmate, James Paul Kelly, the 
ax manufacturer of Charleston, W. Va. The name of the 
book is “PRINCE IZON.” Well, sure, it’s hot stuff. 
Whoever would have thunk that J.P. could forget “‘Kelly’s 
Perfect” long enough to write a book? It’s real good 
stuff. I started reading the book one evening and I did 
not quit until I had finished it. 

DE I should say Mr. Kelly’s style is somewhat like 
Prescott’s; also some of his information. Before reading 
“PRINCE IZON” youshouldread Prescott’s “CONQUEST 
OF MEXICO.” But of course J. P. has Prescott skinned 
to a standstill when it comes to literary style. The story 
never flags in interest for a minute. It is just full of 
thrills. I am green with envy that I did not write this 
book myself. 


TE There is all kinds of lovemaking in the book. I never knew 
Jim had so much sentiment. Of course I am growing old, and the 
old frequently become virtuous, but notwithstanding my advanced 
age, in one chapter where two of the Aztecs were making love to 
the same Am girl I was almost getting ready to be shocked. 


QE Now, if I had written this book, in that part where a 
bunch of Americans find the Aztec colony, tucked away 
in one of the canyons of the Colorado River, I would have 
had the Americans get into the country with their Win- 
chester rifles and Colt’s revolvers, so when the big fight 
came in the last chapter, the Americans could have 
paralyzed the natives by opening up on them with modern 
automatic firearms. I think Jim missed a point there. 
DE But it is a good story and the literary department of 
The Gimlet recommends it to all the hardware trade. 

TE Now, James Paul, write us another story or everybody 
will think that maybe your wife helped you with this one. 
PE The editor of The Gimlet extends to you a cordial 
welcome into the Amalgamated Association of Literary 


Fellers. 7 ° l of 3 . 
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7 SALESMEN I HAVE KNOWN 


An Essay by MIKE KINNEY, Teamster and Editor. 


HE grafting surely was pretty bad in 
Pittsburg. I guess the banks thought 
they needed the deposits and the council- 
men thought they needed the money. I 

guess there was a lot of joking and laughing 

) when the money changed hands. Did you ever 

pod notice when a man does something that’s just a 

little shady, he generally laughs? _ 

TE Here in St. Louis a few years ago members of the 

House of Delegates had a little party and cut up the 

“swag.” One of the delegates sat at the piano and 

played while the others stood around and sang. It was 

an awful nice little tea party. Everybody was happy. 

i But afterwards, when some of these same delegates went 

to the penitentiary, it was different—there was not quite 
so much music nor so much singing. 


TE Well! Well! How Ido wander around. What's all 

this got to do with traveling salesmen I have known? 

But, after all, there may be some point to it. You know 

a common teamster hasn’t a trained mind. It takes a 

trained mind to go straight to the point. My mind often 
| wanders around the point before it lights. 

TE Now, the point I wish to elucidate is, that 
there are quite a number of traveling salesmen 
who will read in the papers about the Pittsburg 
grafters and will say to themselves: “How 
horrid! How disgusting! Such things are a 
reflection upon our American manhood. What 
a miserable proceeding, to accept an office of 

‘trust and then betray the people who have 
trusted you!” 
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TE No doubt a good many traveling salesmen I have 
known will feel this way. Or, worse still, they will laugh 
and say: “ They are having a hell of a time in Pittsburg. 
This bunch of grafters got ketched. Well, they certainly 
were a lot of mutts and they don’t look very dignified 
now, rushing to the circuit attorney’s office to get immun- 
ity baths.” 


DE Then some salesmen I have known will stand on 
the platform between the coaches and settle with the con- 
ductor for a ride on a basis of 50 cents on the dollar. 


DE When they check their trunks they will have the 
baggage smasher check each trunk on a separate check 
as if they were all on separate tickets. They will hand 
the baggage smasher a round silver dollar and they will 
both laugh. 


TE Their houses will write these smiling, pleasant sales- 
men to use excess baggage books—but they won't use 
them. Their houses will write them to use mileage—but 
ony don’t want to use mileage; they can do better for 
cash. 


TE Allthisis nothing but graft. The grafting 
salesman—the grafting baggageman—the graft- 
ing conductor. God! Isn’t there any principle 
left in the land? 


YE The other day I went from St. Louis to Denver on 
the Wabash and the Union Pacific. This is the shortest 
distance, by rail, to Denver. Both lines have to run very 
slowly in order to keep their contracts with other lines, 
not to get to Denver too quickly. In Kansas our train 
actually waited thirty minutes in order to get back on 
the time schedule. That was out at Oakley—a town that 
has more windmills in it for the size of it than anything I 
ever saw in Holland. I think it is about time the Wabash 
and the Union Pacific get a move on themselves and put 
on a 24-hour train between St. Louis and Denver. 
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TE In these modern times it does seem like a touch of 
the Middle Ages for railroads to have these time agree- 
ments—agreements to kill time. Think of all the valu- 
able hours of the passengers that are wasted. The Inter- 
state Commerce Commission or some other commission 
should surely get after the railroads who, by agreements, 
are taking away from the traveling public what is of more 
value to them than money—I mean their time. 


TE Well, here I am wandering around again 
on another subject. 


TE What I started out to say was when I traveled in 
Kansas, years ago, nearly all the conductors on the U. P. 
“knocked down” except Lightcap and MacFarland. 
Whenever a train came in with either one of these two 
conductors on it you would see the boys rush to the 
ticket office to get tickets or pull out their mileage books. 
There was “‘nothing doing” with these two. 


IE So, recently, while I was sitting in the observation 
car, who should come through, with his punch in his hand, 
but MacFarland, He didn’t look much older. I wore a 
standing collar and a long-tail coat. So he punched my 
ticket in a business-like way without saying ‘Hello!’’ 
Sez I to him, “Mac, time is letting you down easy. I 
guess time goes well with you because you travel on such 
a slow road.” And Mac he looks at me and don’t know 
whether to get mad or not. Then he recognized some- 
thing in my time-worn countenance that reminded him of 
our long-lost youth, and he sticks out his paw and we take 
a long shake. 


TE Then, sez I, “Mac, where is Lightcap?” 
And he sez, ‘‘He will pass us at Ellis.’”” So, when 
we reached Ellis I swung out on the vestibule 
steps and saw old Sam, with snow-white hair, 
thick-soled shoes. with box toes, jump on the 
platform, look up and down the train, throw his 
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hand up in the air and holler—just the same as 
in years gone by—‘‘All a-boar-r-r-r-d.”” 


QE I don’t know whether Sam and Mac are honest or 
not, but I do know that in the good old days they either 
must have kept it all themselves or given it all to the 
Company, because they never did divide up with the 
boys. I guess they were honest and I guess the railroad 
company knows it because they are still on the run, while 
I noticed some of the other conductors who used to punch 
State fair tickets instead of railroad tickets, have drifted 
somewhere else—they are not on the job any more. 


TE Then it seems to me after all the troubles the rail- 
roads have had—most of the troubles being their own 
fault—they should at least get what’s coming to them in 
railroad fare and in excess baggage. Now I am just a 
common, poor, ordinary teamster and I don't own any 
railroad stocks, but I don’t see why any of us should steal 
from a railroad and think it’s any different than stealing 
from an individual. 

YE What I am writing about happened a long time ago- 
Maybe when the railroads quit rebating the traveling 
salesmen and the conductors quit dividing up. Maybe 
all these practices have passed out along with the ticket 
broker who used to sell you a ticket and you would sit on 
the train and forge somebody else’s name to the ticket 
just to beat the railroad out of 3314 per cent. 

DE The railroads are now doing business on 
the one-price system. One price for both 
passengers and freight. No quantity rebates 
for anybody. 

DE The day of one price on everything to everybody is 
dawning. In fact, the one price sun has already risen. 
None of us like to buy merchandise that is marked with 


three prices on one tag, all in hieroglyphics. None of us 
like to buy from the catalogue with three marks on the 


same item. 
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TE Here I prophesy that the time is near at 
hand when all goods in jobbing houses and retail 
stores will be marked in plain figures with one 
price. See the handwriting on the wall! The 
growth of the catalogue house—all one price. 
The growth of the department store—all one 
price. Great stores in New York like Tiffany’s— 
everything marked with one price in plain figures 
on the tags. 


DE The day when secrecy in business was considered 
such a necessary thing is passing. We don’t like the man 
who whispers. We don't like secrets. All mercantile 
houses want their salesmen to buy and use mileage books. 
They want their salesmen to buy and use excess baggage 
books. All are willing to pay the price for the service. 


TE The business men of the country are all learning 
they can make more money keeping up stock and selling 
their goods in a legitimate way than they can monkeying 
around trying to make a few dollars on some secret trans- 
action, 

TE Say, brother, get out and work in the sun- 
shine. 


ONE EXAMPLE 


Don't go forth to meet your troubles— 
P’rhaps they'll break like soap bubbles; 
Better far at home to dally 

Than to meet the comet Halley. 


—Clereland Plain Deoler. 
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JARED BROTHERS’ WINDOW DISPLAY, SPRINGFIELD, MO, 


“BACK TO THE BICYCLE” 


TE The above is a reproduction of a postal card sent us 
from Jared Brothers, Springfield, Mo. The card bore 
the title or caption, “Back to the Bicycle,” with the 
firm’s name and address. This is a window that every 
bicyclist will remember when wanting bicycles or repairs. 


os = 3 
SINCE THE WORLD BEGAN 


It’s the same old song that the robin sings, 

And the same old tale that the lover brings; 

It’s the same old blue in the same old skies, 

And the same old yell when the baby cries. 
—New York Telegram. 
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The first quarter of 1910 (that is, the months of January, Feb- 
ruary and March) shows a very satisfactory increase in business 
over the same quarter of last year. 

The weather in March was quite warm. It was a splendid month 
for plowing—very different from March last year, which was wet 
and rainy—so much so, that plowing wasdelayed. This year, March 
was dry; in fact towards the latter part of the month there was some 
anxiety on account of the drought. But, about the first of April 
there were general rains all over the Central West, and at this writing 
(about the middle of April), prospects are excellent for crops. 

If we have no heavy frosts there will be a phenomenal fruit crop 
this year. We have not had a good fruit crop for several Years on 
account of late frosts. If there is a good crop, get busy and buy all 
your fruit and preserving goods early. Remember, there will be the 
usual shortage, such as there is in every large fruit crop year. 

A good many in the trade—both jobbers and retail merchants— 
do not seem to study conditions very carefully. They never buy 
the goods until they need them, and then every’! “Bxfergrce the same 
thing and wants it right away, and naturally somebody gets left. 

It is reported that the rains have extended all down through 
the dry sections of Oklahoma and Texas, clear to the Gulf. It 
looks like good hauling to me. And let me repeat what I wrote a 
month or two ago—this year we are banking on the South for 
great crops. This is going to be a “SOUTHE. YEAR." Mark 
my iction. 

he winter wheat crop was injured by the hard winter in some 
sections. Returns are very “spotted.” 


NAILS AND WIRE—With the coming of spring weather, busi- 
ness on these goods has picked up considerably. Jobbers are being 
burt in their nail and wire business by manufacturers selling fencing 
direct to the retail trade, and loading in nails and wire to help make 
up the weight ofthe car. This is also affecting the jobbers" business 
on straight carloads of nails and wire. It is a condition the jobbers 
would like to see changed. Jobbers, of course, cannot blame retail 
merchants for buying their fencing and their nails and wire direct 
under the circumstances. 


If the editor of The Gimlet was wise like trade journals, he would 
confine his trade remarks to events after they had happened. But 
the editor of The Gimlet is not wise; frequently he takes a chance 
in the prophecy line. Once he predicted a reduction in the price of 
nails and wire and a trade paper rather made Hy of his prediction. 
They wrote, Mike Kinney had made a “bad break." But, when 
nails and wire declined the following week, they did not apologize 
for their unkind remarks. 
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Just now, the price on nails and wire is fairly steady. We do P ’ 
not expect any advances, and we suggest to our friends in the 
retail trade that they do not buy straight car lots of these goods 
unless they can sell them by, say, the first of July. Of course, a good 
merchant should always keep up his stock on everything he carries. 
but for the next three or four months we advise the weak-minded 
readers of The Gimlet to purchase nails and wire just as they need 
them, and I think, too, fencing should be bought in the same way. 

TURNED HANDLES—Manufacturers have gotten together 4 
Fen sicrtad 4 new list to be put into effect the 10th of this month. 7 
IT understand the advance average about 10 per cent. 

SHOVELS AND SPADES— Recent advance being well sustained 
by <8 ga Fee techn There seems to bs < Seneral aiewtage in the 
supply. Manufacturers experiencing di ity getting raw 
material. Some manufacturers not caught up on orders. 

SHOT—Advanced 10 cents. 


, JAPAN POLES—Scarce. Market firm. Many jobbers run- 
ning short on certain sizes. 

BUILDERS’ HARDWARE—Prices remain stationary. The 
demand is increasing, owing to the favorable weather conditions, 
build being considerably advanced for this season of the year. 
Goods to get from the manufacturers. We advise dealers 
stocking up, as there will be a shortage as the season progresses, 

_ BUTTS AND HINGES—Manuwfacturers seem to be main- 


backbones seem to be stiffening, realizing that 
the opportunity is here to improve the demoralized condition of the 
market on this line, 

SASH CORD—The market seems to be firm. There was some i) 
talk of reducing prices, but manufacturers have decided that it would 
be unwise to reduce the ive at this time, as neither they nor the ‘ 

° trade would be benefited by their doing so. 

ROPE—On sisal rope there is a material advance. The sisal ‘ 
hemp market is controlled by one large interest, who controls about 
three-fourths of the world's supply, forcing manufacturers to pay 
the highest prices for hemp known for some years. I 

ROOFING—Market steady. Prices seem to have reached 
bottom. No opportunity to go lower, as raw material is advancing. 

The demand has been greater up to this period of the year than in ‘ 
any previous year, due to weather conditions which have been 
favorable for repair work. Rubber roofing is in favor. ; 

BOLTS—Market very strong, although manufacturers are ie 
holding to present prices. It is evident that the demand is not as ' 

t as it was earlier in the year. The railroads are beginning to “< 
25, This should improve and strengthen the market. } 

WIRE CLOTH—Very heavy movement on all grades of cloth , 
makes the matter of price Beads Se to delivery. Factories holding t-- 
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very firm, with reported advance on bronze cloth. Bronze cloth in 
particular is hard to obtain on account of the difficulty the manufac- 
turers are experiencing in getting a sufficient supply of wire. The 
demand for this grade is unprecedented, as predicted exclusively in 
The Gimlet some months ago. 


SCREEN DOORS AND WINDOWS—Manufacturers report 
that there are no changes in prices other than an advance of 5 per 
cent on all metal window screens which took effect April Ist. All 
mills working full capacity. (Where is the advance in screen 
doors promised by the large “‘interests,"’ to come on March 15th? 
Have not heard of it.) 


GARDEN HOSE AND OTHER RUBBER GOODS — There is 
no weakening in price. The unusually early demand has even 
brought about some further advances. No present indications 
of lower prices throughout the season. 


CHAIN—An excellent volume of business and higher prices 

bine as are in force and firmly maintained. Manufacturers state 

t will be a long time before there will be a return to the low level of 
prices prevailing during 1909. 

COPPER—No particular change in price of raw material is shown 
by rivets and burs, soldering coppers, nickel plated ware and other 
copper goods entering into the hardware linc. 

SOLDER—Is higher owing to the strong market on pig tin. 
Babbitt metal continues unchanged. 

GALVANIZED TUBS AND PAILS—Volume of sales is ex- 
cellent, Prices nominally unchanged, although manufacturers are 
asking higher prices on all new business. 

GALVANIZED OIL CANS—No further changes reported by 
manufacturers. St. Louis market continues to attract attention on 
account of the low prices prevailing here. 

COTTON GOODS—The high P ioc ruling for some months 
past are still in force, with but little fluctuation. Cotton goods, such 
as fabrics used in the construction of bicycle tires, have advanced 
about 20 per cent. 

IRON AND STEEL SHEETS—The mills are apparently com- 
pletely sold up for the second quarter and deliveries of new specifi- 
cations earlier than July Ist are exceedingly difficult to obtain. It 
naturally follows that prices are firm. 

TIN PLATE—Shows little c! ¢ from last month, except that 
deliveries are if possible more di: t to obtain. 

BRUSHES—The ted advance in price of brushes has been 
realized. Practically all manufacturers of bristle goods have raised 
their prices in keeping with the increased cost of materials. 

BRASS WASHBOARDS—St. Louis continues to be the lowest 
market to get brass boards. 

SHOE SOLES, BLOCKS, SQUARES AND SOLE LEATHER 
STRIPS—Have all advanced and the prospect is that there will be 
but little if any change during the next sixty days. 
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TINWARE—Eastern stamped tinware and japanned ware well Bo 5 
maintained with higher prices. 
TACKS—No further changes in price. Sales are running un- a 


usually heavy. 
POTTS’ PATTERN SAD IRONS-—-R less of the consist~ 
ency with which manufacturers are maintaining prices, we continue ‘ 
to supply our customers from stock at the same low figures we have : 
been quoting. j 
HARNESS AND STRAP WORK—Leather firm at the high +a 
prices, There is a strike among the harness makers all over the 
United States and there will undoubtedly be a scarcity of this class 


ole Ye unless a settlement is reached. Demand exceptionally a 
HAMES—Advanced 10 per cent and hard to get. Demand * 


exceptionally strong. 
RUBBER GOODS.Such as tires and bicycle sundries. Rubber 

has been continually advancing. Fine Para Rubber is now higher 

than it has ever been in the history of the business. 
ONE MOTION COLLAPSIBLE GO-CARTS—Are extremely 

low in price this year. Every one seems to be trying to see how . 

good a cart they can get up at an extremely low price. Py 
LAMP CHIMNEYS—No, 2 grade lamp chimneys have ad- 

vanced about 20 percent, due to the trust trying to load up the ; 
independents with low priced orders, 


REMINGTON Pepe entgay pa vig @ neon us advertise. Guns 
selling steadily. All at one price. Small broken 
stocks in hands of jobbers oe eared: as Get in your orders 


’ 
» with us before assortments are broken. x 
es ("| = if 
Don’t hem, haw and stammer, while buying a hammer, MN 
Demand a DIAMOND EDGE and you'll get it, ty 

a 


Made of bar hammer steel, with a good hang and feel ; 
If you don't buy that brand you'll regret it. 


—Floury Bill. i* 
——<—— et 
IE Tell your customer something that is likely to interest \= 
him. He don’t care a continental about you unless you ae 
can do something for him. —The Grasshopper. ‘ 
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HELP WANTED. 
Party in Illinois wants a man to do furnace work, plumbing, 
heating and pump work. Good salary the year around to a good 
man. Address The Gimlet. 


: Oklahoma concern desires the help of a good tinner. One ex- 
perienced with roofing and cornice work. ress The Gimlet. 
Hardware man who is thoroughly acquainted with bookkeeping 
and can act as salesman in the hardware department wanted by a 
Kansas concern. Good wages to right party. Young married man 
preferred. Address The Gimlet. 
: 


POSITION WANTED. 
A position by a practical and hustling hardware man of sixteen 
rs’ ¢ jence, as manager of a business or department. Prefer 
builders’ ine. Address The Gimilet. — i igen _ 
A position in a hardware store as clerk by party with hardware 
rience. Prefers Northern Oklahoma or Western country. 


j Address The Gimlet. 

| Position as clerk in a hardware store by a married man. Six years’ 
4 experience. Goodhabits. No. 1 references. Address The Gimlet. 
9 Position as hardware clerk wanted by party 22 years old. Five 
: years’ experience. Can speak Scandinavian and English. Ref- 


erences. Address The (imlet. i 
By A-1 tinner and furnace man with experience in plumbing 
business. Address The Gimilet. 


PARTNERS WANTED. 
A thoroughly experienced hardware man wants to purchase an 
iets in an established paying hardware business. Address The 
imlet. 

—— ar 
| Party in town of 3,500 in Arizona, now in the grocery business, 
wishes a ner with a view of adding a line of hardware. Growing 

ie town with excellent outlook. Address The Gimlet. 

: 


FOR SALE. 

One No. 94 Forbes patent die stock with power vase and counter 
shafting; cuts and threads 2 4 to 6inch pipe, good condition. Price, 

$125.00. Address Henchen ware Co., Joliet, Ill. 
$8,000.00 stock of hardware, implements, harness and furniture. 
Also brick building. Located in the best fruit and farming country 
ae | io Northwest Arkansas. Good town and ideal climate. Address 

; ‘imlet, | 
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FOR SALE—Continued. 


$6,000.00 stock of hardware in Missouri town of 2,000. Best 
location in town and doing the business. Cash deal. Will lease 
building. Address The Gimlet. 


Stock of hardware and implements in Oklahoma, invoicing about 
$8,000.00, Will make terms to suit purchaser; will reduce stock, if 
desired. Address The Gimlet, 


we a 

$4,000.00 stock of general hardw: tinware, stoves, etc., located 
in one of the best counties in Iowa. sell for wholesale cost— 
reasonable discount for fixtures. Address The Gimlet. 


pa Ba ED 
160-acre farm (100 acres in cultivation), located in the best part 
of Missouri; also 2,560 acres in Terrel Co., Texas. Address The 


Gimlet. 


$4,500.00 stock of hardware, stoves, tinners’ supplies, etc., in 
town of 3,000, Central Eastern Missouri. Will sell or lease building, 
Reason for selling, ill health. Address The Gimlet, 


wd a i 

Hardware business in the best farming country in Illinois. Up- 
to-date store, clean stock and good location; invoicing about $8,000; 
can be reduced. Address The Gimilet. 


$4,000.00 stock of hardware in town of about 800 inhabitants in 
Central Iowa. On account of poor health. Only one other hard- 
ware store in the town. Address T'he Gimlet. 


$6,000.00 to $7,000.00 stock of hardware, furniture, implements 
and wndectaking gcots in Roby, county seat of Fisher County. Will 
rent or sell building. Address Mayfield & McMahan, Roby, Tex. 


$1,200.00 stock of tinners’ and plumbers’ supplies in Oklahoma 


; town of 4,500 inhabitants. One other store of the kind in the town, 


$9,000.00 business during 1909, Address The Gimlet. 


$6,000.00 stock of hardware in Oklahoma town. Clean stock 
and doing a nice business. Brick store building, 25x140, which 
party will sell for $7,000.00, or rent at $40.00 per month. 

Good, clean stock of hardware, in brick building, rent reasonable, 
county seat, town of 6,000, South Central Oklahoma. Stock will 
invoice about $6,500.00. No implements. Did $21,000.00 cash 
business last year. Address The (imlet. 

$6,000.00 stock of hardware, furniture, shoes and undertaking 
goods in a West Virginia town. Only store of this character within 
20 miles, Will rent or sell building. Address The @ imlet, 

$7,000.00 stock of hardware; also residence property in the 
Central Eastern part of Texas, in a town of about 2,500. Town has 
bere seueawioe with a new one under construction.. Address The 

Fimlet. 
nt re pereevrend 

A $5,000.00 stock of hardware, queensware and implements. 
Only hardware store in Vega. Railroad just built totown, Ex- 
pected to be a county seat town. Address L. H. Haase, Vega, Tex. 
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FOR SALE-—Continued. 


a ,000.00 cash, balance on easy ete, therm Okla a good live 
and furniture business in a R secre one 
inecios @ about . 000.00. Must act ae. k Box 
246, Lawton, Okla. 
$3,000.00 “stock of general house ‘furnishings, ‘furniture, | ranges, 
ee Cheap rent; brick building, 27x90 fect. Montana town of 
2,000. Good farming country, two railroads, also railroad shop. 
Will : sell atinvoice. Address The Gimlet, 


$12, 000.00 stock of hardware, groceries, | hay, ¢ grain ; and fresh 
meats, in one of the best townsin Arizona. On the Atchison, Topeka 
& Santa Fe Railway. Stock can be reduced, if desired. Building, 
40x60 feet, rent $75.00 per m month. Address "The Gimlet. 

Stock of fishing tackle le and sporting goods, pete about 
$14,000.00. Located in one oe est towns in Oregon. Three 
story brick building, 16x63 feet, wi thy basement. electric lights, gas 
fixtures, shelving and show cases in oe Rent, $150.00 per month, 
Address The Gimlet. 

210 acres timber land in East Oklahoma. | Price, § $2,100.00, Will 
trade for hardware, buggies or stoves. Jones Hardware Company, 
Westville, Okla. 


FOR EXCHANGE. 


Choice income real estate in town of 12,000, for $6,000.00 stock 
of general hardware in Western Missouri or Eastern Kansas. Would 
pay difference up to $7,000.00. Address The Gimlet. 
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STANDING STILL? 


TE Do you remember the story of the young lady who 
went into a well-known establishment and said to the 
‘*aisle director: ‘Do you keep stationery?” 


TE “No, miss,” replied the young man, “if I did, I'd 
lose my job!”’ 


TE It’s a good story—because it is funny. 

TE It is a better story because it makes you think. 

TE How about yourself? Are you ‘“‘stationary”—or are 
you on the job, and making things hum, even if it is a 
warm day? 
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inspected. The spelter is carefully laid on with uniform thickness. 
Lately improved processes of galvanizing are employed, ensuring 
ample protection and long life for the wire under extreme weather 
conditions. 


The Gimlet 
American Steel and Wire Co.’s 
W. & M. Telephone Wire 
Our W. & M. TELEPHONE WIRE is drawn from either 
steel or iron stock, made especially for the purpose and rigidly 
. 
1 


— —_— 


In point of conductivity this good Wire has attained the highest 
possibilities of electrical science, and we submit our three brands— 
“Ee. B. B.,"' ‘*B. B."" and ‘'Steel'’--as the best that can be 


produced, 
American Steel & Wire Co. 
Chicago New York Denver San Francisco 
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Clinton 
Wire 
Gloth 


q We make many 
different kinds 
of Wire Cloth. 


We can furnish any 
mesh from any kind 
or size of wire. 


We carry the largest 
stock of alithestand- 
ard grades handled 
by the Hardware 
trade, and can ship 
orders for same at 
sight. 


Quality and Finish 
unsurpassed and 
guaranteed. 


SEND FOR PRICES 
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CLINTON WIRE 
CLOTH CO. 


CLINTON, MASS. 


Boston New York 
Chicago San Francisco 


DISSTON 
D3 


This filing guide is especially designed to 
assist those not skilled in the art to file a 
saw correctly. 


We are selling a great many of these and 
believe you could, too, if you would show it 
to your carpenter customers. 


ao «& 


Henry Disston & Sons 


INCORPORATED 
KEYSTONE SAW, TOOL, STEEL AND FILE WORKS 


PHILADELPHIA, PA. 
Se 


AVE YOU HEARD ANYBODY 
SAY ANYTHING LATELY 
ABOUT PLOUGHING AROUND 
STUMPS OR BOULDERS? 
TWENTY-FIVE TO FORTY CENTS 
WORTH OF RED CROSS DYNAMITE 
WILL BLOW AN AVERAGE STUMP OR 
BOULDER OUT OF SIGHT. 


DYNAMITE IS THE ONLY THING 
THAT WILL BREAK UP HARD PAN 
SATISFACTORILY. IT COSTS ABOUT 
TEN DOLLARS AN ACRE. 


Write to us for Farmers Catalogue 
and Hard Pan Booklet. 


a « 


E. i, du Pont de Nemours 


Powder Company 
Established 1802. 
WILMINGTON, DEL., U. S, A. 


ST. LOUIS OFFICE—WRIGHT BUILDING. 


Norvell-Shapleigh Hardware Co. carry a complete 
line of DU PONT goods. 


What is the reason the majority of 
dealers in hardware and cutlery are 
now stocking the GILLETTE SAFETY RAZOR? 


Because ninety per cent of the hardware dealer's 
customers are possible users of the GILLETTE. Because 
owing to its extensive advertising the demand for it is 
lively enough to turn over his capital invested in the 
GILLETTE two or three times a year. Because the 
steady business in blades keeps his customers returning to 
the store—a habit which in itself is a big trade maker for 
his other lines. 

GILLETTE assortments include Standard Sets in 
leather cases, Pocket Editions in various styles and finishes, 
Combination Sets both small and comprehensive—retail 
prices from $5.00 to $50.00. 

Write us for trade prices. 


GILLETTE SALES CO, 
44 WEST SECOND ST., BOSTON 
Factories: Boston, Montreal, London, shes Berlin 
New York, Times Bldg rd 


Canadian Onc anc Montreal. Easte 
Shanghai, China. G illette Safety Razor Ltd., London. 


Gillette Zaicty 


Razor 
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a The‘Assistant Manager” 
| has started in. 


WHO IS HE? 
Pick up the last issue of 


ON AGE — 
HARDWAR 


and you will find out all about him. He wants 
you to employ him at a salary of $2.00 per year 
to be your helper. Once you get acquainted 
with him, you will not want to miss his weekly 
visits. 

If you will fillin the blank below, we will send 
IRON AGE-HARDWARE to you for three 
months so that you can get acquainted with the 
“Assistant Manager.” Every department of 
IRON AGE-HARDWARE contains hints and 
helps that no hardware man can afford to miss. 


If not already a reader, why not get your name y 
on our list at once? Sample copy sent on 
request. 


« 
IRON AGE-HARDWARE, 
14-16 Park Place, New York. 


as 
Please enter my name for three months on your 
subscription list, for which find 50c enclosed. 


| TL 
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If youare ~~‘ 
Fishing for i 


COPYINGHTED, 1900, OF THE STANLEY RULE 4 LEVEL CO. 


tanley Tools 


sSTANLEY MITRE BOXES have the widest range of adjust- 
ment of any Mitre Box made, For strength, accuracy and durability 
they are unsurpassed, 


Capacity Capacity Capacity at List 

No. Saw Right Mitre We without Each 
Angle (45°) Stock Guide 

240 20x 4in 8% in. 5% in 3% in. $10 50 
242 22x 4 8k “ 5% ** tt Bad 10 75 
244 24x4" 8% *° 5% °° 3% * 1100 
246 26x4" 8 ¢ 514 ** 3% 11.25 
346 26x44" 9% * 6%“ 4% * 12 25 
358 x5" 9% * 6% 4s 13 00 
460 wWx6" } 1%" 5M 16 00 


1 New Britam,Conn.USA. 
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Get the Genuine 


Stanley 
Steel Butts and Hinges 


There are no others 
“just as good,”” 


x 


Look for the 
trade mark 


TRADE 


MARK 


It is a guaranty 
of quality. 


The Stanley Works 


- NEW BRITAIN, CONN. 
NEW YORK CHICAGO 


STEVENS 


Ideal Hunting and 
Sporting Rifle 


No. 442 


*“Bull’s Eye Kind” . 
The Finest Men's Single 
Shot Rifle in the World 
List Price 
Stevens 12:99 
Ideal _ : 
Rifles ¥ 
are the international mm 
standard by which 
all others are ony 
Hold first honors for A 
Accuracy in the United 
States, Great Britain, South 
Australia and Western 
Australia. 
y 


Send for latest 160 page 
catalogue. 


Your Jobber Handles Stevens. 


J. Stevens Arms & Tool Company 


90 BROADWAY 


Chicopee Falls, Massachusetts, U. S. A. 
THE FACTORY OF PRECISION. 


is more than 


‘e- 7 Equivalent to FORCE 


aAe|N OW LEDGE 
= 


@, The man who wields the pick or he who 
taps the bolt are neilher one the man whe built 
the bridge, but he upon whom all the fame 
must rest, and rightly, too, is he who knew, and 
builded as he knew. 


@, In1865a printing establishment was born 
in Saint Louis, and thru “Knowledge” of the 
business it grew, and grew, and grew, until 
to-day it is the largest and most complete 
general printing establishment in the entire 
world. *Twas not force nor manual labor that 
brot about this end, but all was gained by 
“Knowledge” well applied. 


G, We are, just now, finishing the largest high 
grade catalogue contract ever awarded and about 
which we will have more to say next month. 


G, No orders too large—none too small—for 


Woodward & Tiernan Printing Co. 


PRINTERS BINDERS ARTISTS ENGRAVERS 
SAINT LOUIS 


ayes: 


ios 
“7 


on a copper plate: 

If you would accomplish anything in this world you 

must make yourself understood. You must tell 

clearly. You must measure the other man’s mind 
i 


known other men who were supposed to be brilliant, but 
no one ever got their thought exactly straight. 


The other day I heard the idea expressed thus: 


“A salesman should tell his story not so a cus- 
tomer MAY understand it, but so he MUST 
understand it.” : 


Therefore, you young duffer, when you stand up to 
sell a thing, measure the other man’s mind. If he can 
take your story fast, give it to him fast. If his mind is 
slow, get your customer’s pace. But tell it so he MUST 
understand. 


Most of our troubles in business come from misunder- 
i because the story is not clearly told. 


Tike Kern 


ANY \ ' 
= H 
, ht? 


AT HARDWARE CONVENTIONS © 


eRe t sharpens 


ts). competitor ———_—_—,, 


SEE ARTICLE BY RABBI LEON MARRISON, 


